McCune Management Consulting, LLC

Garth McCune

10 Quail Court

Portola Valley, California  94028

650-269-4607 (cell) ♦ Garth@McCuneMC.com
www.McCuneMC.com
OBJECTIVE

To obtain consulting engagements in supply chain management, operations, new product development, systems implementation, or project management
SKILLS
Supply chain management, business process development, change management, outsourcing, product life cycle, systems implementation (MRP/ERP, PDM & CRM), cGMP material control, Joint Service Agreements (JSA), new product introduction, manufacturing management, APICS certified CPIM

CONSULTING EXPERIENCE

Representative consulting clients:  
Aspect Communications, Agilent, BAX Global, Bell-Carter, Celestica, Hewlett-Packard, InVision Technologies, Palm, Sun Microsystems, Inhale Therapeutic/Nektar, Aviron/MedImmune, NEC, PulsePoint Communications/Unisys, AT&T Wireless, Spectrian
September 2006  McCune Management Consulting, LLC – management consulting start-up   Portola Valley, CA

Present

Principal

· Manage business development, client relations, project delivery, and business operations

· Closed $150K in first three months of operation

Web and data server manufacturer – supply chain execution process design and implementation

Enterprise software developer – product life cycle assessment

Web and data server – supply chain planning and procurement process design and roll-out

Medical device developer – assessment of customer service and support

Web and data server manufacturer – rapid growth after IPO with business processes of a start-up led to late deliveries and risk of missing revenue in final quarter of fiscal year

· Developed, implemented and managed material shortage process resulting in no late shipments due to material shortages for final month of fiscal year enabling record revenue

· Implemented dock-to-stock program for receiving inspection – reducing volume by 28%

· Decreased receiving inspection time by 68% and reduced daily backlog by 96%

Enterprise software developer – complexity of moving from a product line of point solutions to an integrated enterprise suite led to poor schedule performance and a degradation of quality

· Reviewed current processes supporting product development, new product introduction, field roll-out, software releases and end of life

· Determine need for an integrated, company-wide Product Life Cycle Management process

· Developed plan to implement Product Life Cycle and Portfolio Management processes

Developer of implanted medical device – marginal customer service capabilities were putting the introduction of major new product at risk for a billion dollar division

· Assessed capabilities to support customer calls from health car professional and patients at other divisions and corporate shared service organizations

· Developed and evaluated potential service models – including outsourcing

· Recommended partnering with another division to quickly ramp-up a high quality and low cost solution that represented the best strategic long-term fit

· Assisted management to develop consensus among the business units within the division and gain buy-in to the other division and corporate management

Web and data server manufacturer – rapid growth after IPO with business processes of a start-up led to late deliveries, excess inventory, and degrading margins

· Developed, implemented and managed surplus inventory analysis process

· Identified open-loop procurement processes that led to $20 million of obsolete inventory and $39 of surplus inventory – reduced on-order

· Drove reduction on-order quantities by 22%

· Developed aggregate supply and demand balancing processes to prevent excess inventory while reducing shortages

January 2005  
Archstone Consulting – management consulting start-up

     San Francisco, CA

September 2006
Manager
· Supported business development with discussion presentations, proposal development and presentation, Statements of Work (SOWs), and internal training – played a major roll in closing $1.5M in business in 2005

· Developed proposals and helped present $1.9M of work in 2006, closing $400K 

· Developed Collaborative Maturity Model for electronics outsourcing for Electronics Supply Chain Association (ESCA) Winter Symposium 2005

Electronics instruments – supply chain diagnostic to determine root causes of excess inventory

Electronics instruments – design of Sales and Operations Planning (S&OP) process
Global logistics supplier – information technology (IT) outsourcing assessment

Consumer packaged good processor – supply chain strategy development
Global logistics supplier – legacy systems were limiting growth and expansion into new markets requiring an information technology (IT) outsourcing assessment

· Determined feasible outsourcing scenarios that expanded capability and lowered costs

· Managed team of consultants to develop IT sourcing solution for CIO

· Developed framework for selecting candidate functions for outsourcing and determined current costs against that framework

· Managed a double-blind Request for Information (RFI) to determine current market costs 

· Developed business cases based on current market costs for application development, data center/infrastructure, and associated services/processes 

· Demonstrated potential savings of 18-24% per year

Electronics instrument manufacturer – excess inventory, poor on-time delivery performance, and degrading ROI necessitate a supply chain diagnostic to determine root causes and solutions
· Assessed root causes of excess inventory for complex, vertically integrated manufacturer (from in-house semiconductor manufacturing, machining, plating, and sub-assembly through to final assembly and test)

· Determined need for Sales and Operations Planning (S&OP) to balance supply and demand

· Identified hundreds of products with poor ROI and recommended a portfolio rationalization approach to trim unprofitable products

· Developed prioritized implementation plan including supply chain strategy development, current initiative prioritization, portfolio rationalization, product lifecycle management, and Sales and Operation Planning (S&OP) implementation

Electronics instrument manufacturer – excess inventory and poor on-time delivery required a Sales and Operations planning (S&OP) process to balance supply and demand 
· Developed S&OP, demand management, and supply management processes

· Conducted executive and staff training on S&OP

· Determined system requirements to support new processes
1997 to 2002  PRTM – Pittiglio Rabin Todd & McGrath – management consulting 

   Mt. View, CA
Summer 1996    Manager II (senior manager)  

· Supported business development with proposal writing, lead generation, backlog management, and account strategy development

· Developed supply chain practices for Operations Excellence practice area – service operations, Joint Service Agreements, contract manufacturer selection, and warehousing

· Managed outbound marketing team for west coast

· Managed client relationships, budgets, and accounts receivables

· Managed consulting staff, client teams, and program management office (PMO)

· Supported staff development with recruiting and mentoring
Biopharmaceutical drug and device developer – process design implementation and org change  

Biopharmaceutical vaccine developer – process design and implementation for FDA inspection

InVision Technologies – lean manufacturing, cycle time reduction, and capacity expansion

Tier-one contract manufacturer – supply chain organizational and process transformation 

Aspect Communications – manufacturing strategy, outsource selection and implementation

Cellular network equipment manufacturer – supply chain process design and implementation, interim Master Schedule Manager, and Oracle/ERP implementation

Mobile computer manufacturer – SAP/Advanced Planning System implementation

Japanese network/telecom equipment manufacturer – Product Data Management (PDM) software and systems integrator selection

Celestica – global supply chain assessment process design for use at 35 international sites

Telecommunications equipment developer – outsourcing of manufacturing and field service

BIO TECH

Pre-commercial biopharmaceutical drug developer with an innovative drug delivery device – lack of process rigor and staff capability required organizational transformation, interim management, and process design to prepare for initial licensing by the FDA

· As Director of Materials, responsible for procurement, planning, inventory control, and warehousing for drug and device manufacturing – Staff of 15 and $50 million annual spend

· Developed and implemented supply chain and cGMP policies and procedures

· Increased cycle count accuracy from 35% to 98% in 3 months

· Increase MRP system accuracy from 7% to 86% in 3 months

· Increased BOM accuracy from 42% to 91% in 3 months

· Increased drug expiration accuracy from 50% to 77% in 2 months (100% at use)

· Evaluated ERP products and participated in selection of JD Edwards
· Assisted program management office (PMO) to manage over a dozen client teams
Pre-commercial biopharmaceutical vaccines – a failed inspection by the FDA faulted insufficient operational processes, calling for new leadership in process design and implementation 

· Designed and implemented cGMP material control processes to prepare for FDA inspections

· Managed four teams across three sites (Philadelphia, Santa Clara, and Mountain View)

· Assisted program management office (PMO) managing 22 consultants and over 50 teams

· Client achieved FDA approval of Pre-License Inspection (PLI)

Change Management / Interim Management

Tier-one contract manufacturer – poorly performing supply chain organization at Mexican plant required interim management to transform organization and implement process improvements 

· Reorganized supply chain organization of over 400 staff at an under-performing maquiladora
· Developed and implemented a 6 month organizational change plan with skills assessment, staffing, organization development, and management changes

· Reduced staff by 60% and reduced costs by 50%, while supporting higher volume and increasing on-time delivery – $5 M of annual savings

· Managed a Spanish-speaking warehouse staff of 110 as the interim Warehouse Manager after removing under-performing managers in Monterrey, Mexico
· Identified $8 million of missing inventory (of $55 million) and attempts to cover it up

· Organized and managed a three-plant physical inventory (46,000 locations, wall-to-wall) utilizing a team of 250 trained personnel – completed in 20 hours

· Improved cycle count accuracy for warehouse and work in process from 49% to 87% in one month (representing 97.4% of the inventory value)

Supply Chain – Strategy and Outsourcing
Aspect Communications – non-competitive cost structure drove review of manufacturing strategy

· Determined manufacturing and customer service outsourcing of servers would improve costs

· Developed and implemented an outsource strategy through decision of scope, partner selection, and outsource implementation – projected to save $6-10M annually

· Led 4 client teams to identify and implement changes to SCM processes

· Developed selection criteria and managed the selection through a client team

· Transferred manufacturing and repair of call center servers to outsource partner

· Led the negotiations for a $200 Million, multi-year contract and JSA
· Negotiated inventory sale to the contract manufacturer that included a procurement and materials handling cost markup over market price – over $2 million saved immediately 
· Completed project from RFP to first production order shipped in 6 months, per schedule
Telecommunications equipment developer – cost pressures and limited capabilities to scale operations compelled the decision to outsource manufacturing and field service operations

· Developed a Joint Service Agreement with a major contract manufacturer in support of annual contract valued between $36 and $57 million, depending upon volume

· Defined the supply chain processes (master scheduling, field returns, procurement, engineering change, etc) required to support an outsourcing strategy
· Reduced cash-to-cash cycle time (A/P, A/R, & inventory) from 419 days to 218 in 3 months 
· Developed sales process for customized products (software, hardware, and service)
Supply Chain – Business Process Development and other

Celestica – acquisitions and expansion led to disparate supply chain processes across 35 international manufacturing sites with no strategy or process to identify and share best practices

· Developed global supply chain assessment process for use at 35 international sites

· Coordinated the development of over 50 global supply chain processes with emphasis on strategic sourcing, commodity management, supplier qualification, and planning processes
Cellular network equipment manufacturer – excess inventory, growing A/P, poor on-time delivery, and degrading supply chain performance necessitated a diagnostic to identify key process for immediate improvement

· Led cross-functional teams to design and implement changes to key processes 

· Cycle counts improved from 49% to 88% in three months, later achieving 98%

· Bill of Material, Item Master, and Purchase Order accuracies improved > 50%

· Managed the supply/demand balancing process as the interim Master Scheduling Manager
· Led the Oracle-ERP implementation team for the materials organization

Mobile computer manufacturer – major product line transformation combined with poor supply and demand balancing led to decision to implement advanced supply chain planning system
· Developed planning processes in support of a new Advanced Planning System within SAP
· Assisted with day to day operations during process design system implementation
Supply Chain - Merger Integration

Personal computer manufacturer – quick merger of two manufacturers led to un-assessed inventory exposures and disparate supply chain processes needing integration

· Developed new master scheduling processes for joint organization  
· Evaluated inventory assets at market rates and determined excess and obsolete inventory (E&O) position for desktop products 
· Reduced desktop and laptop E&O from approximately $120 to $30 M in four months
IT – PDM, CRM

Japanese network/telecom equipment manufacturer (Tokyo, Japan) – product design processes were not utilizing prior-art, preferred suppliers, or rigorous product introduction processes resulting in late introductions, slow production ramps and reduced opportunities for outsourcing

· Managed Product Data Management (PDM) software and systems integrator selection

· Developed software and system integrator selection process and managed selection

· Successfully managed a Japanese team through translators (native speakers typically used)
· Supported business process development through teams representing billion dollar divisions
Wireless broadband equipment and service supplier – legacy PDM system was hindering new product introductions which led to the decision to implement the MatrixOne PDM system

· Developed engineering and business processes for new PDM system – 10 team members

· Managed interface between process owners and system integrators; managing test schedules, bug fixes, customizations, data translations, and data migration

· Managed data migration from legacy systems to the new PDM system

Computer, network, and printer manufacturer – Y2K forced update to CRM system

· Managed 5 person team of database administrators and programmers to update system
· Customized and tested approximately 140 of 160 screens and associated functionality for the Y2K upgrade of Clarify 
Manufacturing

InVision Technologies – explosive growth in airport screening equipment business due to 9/11

· Improved manufacturing processes to reduce cycle time 45%

· Developed capacity plans for in-house and outsourced manufacturing, layouts, WIP changes, equipment, and headcount plans to support 5x production ramp in 6 months

· Doubled process yields and decreased rework by half

INDUSTRY EXPERIENCE

2003-2004    Real Estate Development – Owner – Renovations, leases, purchases, and sales (FSBO)     CA

1993-1995    Trimble Navigation 






               Sunnyvale, CA
Materials Manager 
· Managed production and materials for OEM Division.  Annual revenue:  $36 M

· Increased turns 56% and reduced inventory 10% in 3 months; $200 K carrying costs saved

Production Manager
· Supervised 24 production operators and 3 materials staff

· Expanded production capacity to increase revenue 214% in 1994 and 127% in 1995

1989-1993    Conner Peripherals 






                 San Jose, CA
Product Manager
· Responsible for cost reduction, customer qualifications, and application engineering support for two high performance disk drives (1992 revenue:  $160 million)

· Decreased material costs 10% in one quarter while maintaining volume – $2.5 million saved

Program Manager
· Started-up product build at joint Conner/Olivetti manufacturing facility in Italy in 4 months 

· Increased cumulative yield from less than 10% to over 65% in 6 months (assembly and test)

Manufacturing Manager
· Led interdisciplinary self-managing teams (Quality Circle) to double yields

· Increased production from 40 to 200 units per day while growing team from 20 to 55 people

1987-1988    Seagate Technology – Senior Industrial Engineer 


          Scotts Valley, CA

1985-1987    Watkins-Johnson – Program Manager 




        Scotts Valley, CA

1984               Intel – Industrial Engineer 



            

          
  Chandler, AZ

EDUCATION

1995-1997     J. L. Kellogg Graduate School of Management, Northwestern University            Evanston, IL

Masters in Business Administration (Masters of Management in Manufacturing), June 1997

1980-1985     Stanford University







   Stanford, CA

Bachelors of Science & Masters of Science in Industrial Engineering, June 1985
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